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Other Gas Companies Are Doing It! 
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Send for our booklet and terms and 
learn how Gallaher Gas-Fired Boilers 
will increase both Volume Sendout 


and Profit. 





O educate the masses to the convenience, clean- 

liness, economy, wastelessness, safety and all the 
other virtues of house heating by gas, will take time 
and patience; but if the start is not made the goal 
will never be reached. 


Yet there are some gas companies who have ap- 
proached the house-heating-by-gas problem in an 
earnest, systematic manner; notably, The Laclede 
Gas Light Co. of St. Louis, who have surmounted all 
of the difficulties and whose efforts have been entirely 
successful. 


The present time is most propitious for forcibly 
presenting the advantages of heating by gas, on ac- 
count of the unsettled conditions in the coal industry 
with the possible shortage of this fuel next winter, 
and householders are therefore in a more receptive 
mood for improved gas appliances, such as the Gal- 
laher Boiler and Storage Tank Heater. 


GALLAHER GAS-FIRED TUBULAR BOILERS 
for Hot Water, Vapor and Steam Heating when 
shown, lower the sales resistance to this type of 
house heating and make easy the introduction of gas 
into a new realm of usefulness; to the satisfaction of 
the customer and profit of the gas company. 


GALLAHER BOILER CO. 


Laclede Gas Building, St. Louis, Mo. 
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GLOVER WEST 
vertical Ketorts 


Will successfully carbonize every quality of coal 


The illustra- 
tion shows the Coal 
Feed Boxes and Gas 
Offtakes at the Stack 
Level. 





In the Glover-West 
continuous carboni- 
zation system, the 
boxes on top of the 
retorts hold two 
hours’ supply of coal 
and are filled by the 
simple operation of 
a hand lever. The 
speed of extraction 
of the coke governs 
the rate of coal pas- 
sage through the 
heated zone. Cham- 
bers below the re- 
torts hold two hours’ 
make of coke and 
the operation of dis- 
charging is by open- 
ing the door and al- 
lowing the _ coke, 
which has already 
been cooled by the 
secondary air, to 
drop into a wagon 
or conveyor. 


From our present stage of actual experience in the working of large and small installations 
of Glover-West system of continuous vertical retorts, with a great variety of coals in all parts of 
the world, it is difficult to realize the diffidence with which the idea was received when first put 


forward as a practical proposition. 


Now that it is established that the continuous vertical retort 


system can be designed and worked to deal with any class of coal, and to yield in gaseous form 
a considerably greater percentage of the heat value of the coal than the older systems—and per- 
centages varying not only according to the quality of the coal, but according to the discrimination 


of the engineer—continuous carbonization makes an irresistible appeal. 
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The Eyes of the Store and the 
Minds of the People 


Gas Sales Association of New England listens to interesting 
papers on window displays 


T THE December meeting of the Gas Sales As- 
A sociation, which was held Friday, December 

7, Mr. E. J. Cooney, sales and service man- 
ager of the Lowell Gas Light Company, addressed 
the members on the subject, “The Eyes of the Store 
and the Minds of the People.” 

Mr. Cooney said, in part: 

“The eyes of the store are the windows. Com- 
panies spend large sums of money for window dis- 
plays. The window display in our store at Lowell 
cost us $95 last week and $60 this week. Our window 
space is small, but we believe in dressing this win- 
dow so that it wil! attract attention. We are get 
ting results from our displays. 


$51,000,000 Spent in Window Displays 


Continuing, the speaker called attention to the 
window displays of the large department stores in 
Boston and New York and the amount of time and 
money spent annually for window decorations. It 
has been estimated that $51,000,000 is spent yearly 
on window displays. Department stores spend 10 per 
cent of their gross sales on their windows. 


Windows Are Important 


“The window is the most important part of the 
whole store,” said the speaker. “Stores on Fifth 
avenue in New York pay a large rental in order to 
obtain proper window display. They know that at- 
tractive and attention-getting windows bring busi- 
ness. It would do well for gas companies to follow 
this example in the matter of having attractive win- 
dows. 

Windows Should Be Distinctive 


“Make your windows distinctive and don’t put too 


much in a window. In every city 10 per cent of the 
people either move out of the city or die; therefore, 
keep changing your windows. Have something in 
your windows that will attract their attention. The 
people who pass your store are all going somewhere. 
You must have something in your window that will 
make them stop. It is important to have new ideas 
and suggestions. You must have a sales idea in your 
window. Don’t put something in a window because 
someone says you ought to have it.” 

Mr. Cooney called attention to a manufacturer in 
Cambridge, who has established a school for his em- 
ployees for the purpose of studying window display 
and window decorating. This school has been the 
means of employees decorating windows in such a 
skilful manner, which has resulted in direct sales. 


Counter Displays 


Continuing, the speaker said: “Counter displays go 
along with windows. Make use of the counter cards 
furnished by the manufacturers. Gas companies al- 
ways welcome ideas from the manufacturers. The 
manufacturers do not furnish the dealers with 
enough advertising literature.” 

Mr. Cooney advised the members of the association 
to be sure that sufficient value is placed on windows. 
He related the incident of a hosiery concern which 
shipped to its dealer a complete and attractive win- 
dow display. The dealer wrote to the manufacturer 
acknowledging receipt of the display, but stating 
that he would ask $25 for the use of his window. 
The manufacturer replied that his price for the win- 


dow was too low and to ship the display on to the 
next dealer. 


The Minds of the People 


“Every time you smile,” said Mr. Cooney, “you 
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have twenty-four wrinkles, and every time you frown 
you have forty-eight wrinkles, so why frown? Smile 
is the thing that counts. Meetings are held every 
Tuesday in our company for some of the employees 
and every Thursday for another group of employees. 
At these meetings we try to impress on the em- 
ployees to be pleasant. 

“Public relations today require much attention; it 
is quite a question. The idea of good public relations 
must be transmitted to each and every employee. 
Every employee represents the company just as 
much as the president, when talking to a customer. 
We must all talk favorably for the gas company. 
This question cannot be discussed too much. It is 
important to keep the employees loyal so that when 
they talk about the gas company they will say some- 
thing good. When we can get our customers to say 
something good about the gas company we have ac- 
complished a great deal. 


A Good-Will Service 


“In our company at Lowell we have seven men 
who do nothing but go around and call on our cus- 
tomers, fixing up their appliances free of cost. These 
men adjust gas ranges, heaters, and make sure that 
the customer is obtaining full benefit from the ap- 
pliance. These men have been doing this service for 
about one year and have just canvassed all the cus- 
tomers. They will start right over again and make 
a second call. It has been quite expensive to have 
this work done, but it has brought good will from the 
customers to the Lowell Gas Light Company. 


Gas Range Inspectors 


“We also have two gas range inspectors, inspect- 
ing the work that the jobbers do in connection with 
the installing of gas ranges. The jobbers install the 
range and they think that the range is in good 
operating condition, but perhaps the giant burner is 
wrong or the adjustment is poor. Our men go out 
and inspect the installation and send a report back to 
the fitters. 


Welcome Complaints 


“We should welcome complaints and follow them 
through personally. There is no complaint that can- 
not be rectified. There is some way of reaching 
everybody. Study the complaint and get inside and 
cure it. 

“If you send out a notice or a letter, which has a 
sting in it, the customer remembers it and some time 
later the company gets a slam from this customer. 
Try to say the same thing in a different way. 


Publicity 
“Have your name in the papers. The more favor- 


able publicity you can get the better for your com- 
pany. It is a good thing to join the local clubs in 


the cities where your company operates. Keep ac- 
tive in these organizations. Everything you put into 
a club you get out two-fold. Belong to the clubs 
and associations and, above all, be sure and attend 
their meetings.” 


Importance of Telephone Operator 


Mr. Cooney laid particular stress on the work of 
the telephone operator. 

“Don’t give the telephone operator anything to do,” 
said Mr. Cooney, “except to answer telephone calls. 
So many gas companies give their operators other 
work. When a telephone operator is adding up a 
column of figures and trying to make them balance 
with other work, she cannot answer the telephone in 
a pleasant tone of voice when she is interrupted. It 
is important that the customer listens to a pleasant 
voice over the telephone. If a. customer calls on the 
telephone with some complaint, it makes him very 
much worse, if he receives poor attention over the 
telephone. When a customer calls on the telephone 
looking for information do not shift him from one 
employee to another. If you haven’t the information 
at hand, take his number and tell him you will call 
him in a few minutes. Don’t make the customer hold 
the wire. Make the operator say the name of the 
gas company when answering the telephone, instead 
of ‘Hello.’ 

“Don’t try to apply engineering principles in the 
matter of Public Relations. Men of an engineering 
frame of mind should not handle public relations. 


They are not educated to give the people the right 
kind of attention.” 


Newspaper Publicity 


Mr. Cooney referred to the articles appearing in 
the newspapers. He read several items praising elec- 
tricity and in contrast he read items telling how peo- 
ple had been killed with gas. It is important that the 
gas industry have something favorable in the papers 
regarding gas. 


Be Polite 


“Don’t forget to say ‘Thank you.’ It costs nothing 
to say these two words, but they mean considerable. 
Be kind and courteous. It pays. 

Are you trying to climb where the chosen are? 

Where the feet of men are few? 

Do you long for a job that is worth one’s while, 

Well, here’s a thought for you 
The pots of gold at the rainbow’s end 

Are sought by the teeming mob, 

But the fairies who guard them chose as a friend 

The man who loves his job.” 


The Trimming of a Window Is Demonstrated 


The next speaker of the evening was Mr. J. J 
(Continued on page 664) 
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A New but Tried Publicity Agent’ 


The workings of a state public utilities information committee 


Joe Carmichael 


Director, lowa Committee on Public Utility Information 


for giving me this opportunity to talk to you on 

public utility advertising and to explain some- 
thing of the work of the Committees on Public Util- 
ity Information in this connection. 

I may say at the start that these committees are 
not essentially advertising bureaus. They are just 
what their name implies, committees on public util- 
ity information. But they found at the outset that 
one of their most important functions, if their work 
was to be effective, was to help establish the in 
dustries they represent on a sound economic basis so 
far as publicity is concerned. , 

Thees committees do not consist merely of direc- 
tors and office assistants. We are merely the hired 
men employed to execute the plans of the organi- 
zation. The men who formulate the plans and direct 
the activities of the committees are the big busy 
men in the utility industry, company and syndicate 
heads and executives, who gather regularly, usually 
once a week, from all parts of the State and devote 
a day or part of a day to this important work. 


| AM very grateful to your president and secretary 


Committees, New Feature of Public Utility Operation 


These committees are a new feature of public util: 
ity operation. The first one was organized here in 
Illinois less than five years ago. There are now com- 
mittees in 34 states and two others are being organ- 
ized. We hope that every State in the Union will bh 
so organized in another year. 

The organization of these committees is a direct 
result of a complaint that the public utilities were 
too secretive, that they refused to give out informa- 
tion regarding their activities. The complaint many 
times came from shifty politicians and other oppor- 
tunists, who tried to gain ‘political control by attacks 
on public utilities. They too often succeeded be- 
cause the public knew too little of the operation of 
the utilities which so vitally affected them. 

But all the criticism was not from the demagogues 
There was also honest, constructive criticism from 
the friends of the utilities, from people who knew 
something of their problems, but who were con- 
vinced that the general public knew too little about 
them. 


Trinity of Service 


Wise utility executives realized that three things 


*An address before the Inland Daily Press Asso- 
ciation at Chicago, Illinois. 





were necessary if the public utility industry were to 
thrive. 

They must give the best possible service. 

They must give this service at the lowest possible 
cost. 

And, they must tell the people. 

There is an honest effort to give good service. No 
thoughtful man after careful consideration can deny 
this. The public utility companies of the United 
States, and for purposes of this talk I am confining 
my remarks to the electric light and power, the elec- 
tric railway, the gas and telephone industries, are 
spending billions of dollars each year improving their 
service. 

They are providing new machinery, developing 
new water power projects, extending their transmis 
sion line systems and interconnecting generating sta- 
tions in order to decrease the possibilities of inter- 
ruption of service. 


Utility Improvements Reducing Cost of Service 


If it were not for these improvements and econo- 
mies in operation, the cost of this service to the con- 
sumer would have soared to the altitudes reached by 
other articles on the family budget instead of ac- 
tually decreasing. For the utilities had to pay in- 
creased prices for what they bought. 

But these utility executives realized that it was 
not alone necessary to give good service at reason- 
able rates. They must tell the people about it, be- 
cause no industry is so vitally dependent on the un- 
derstanding and good will of the people as the utili- 
ties, which are regulated in almost every action by 
legislatures, commissions, city councils and courts. 


Utilities Dependent on Good Will 


They are dependent on good will also because they 
are the most constant borrowers of money in busi- 
ness. Their business is built on borrowed capital. 

They can borrow only from the public, represented 
by the banks and insurance companies, and from 
others who have accumulated savings and invest 
them in the stock of these concerns. Some of you 
men may have had occasion to borrow money for 
your business from time to time, and you know that 
you can’t get it at any reasonable rate if your credit 
is not good, no matter how important politically or 
how powerful socially you may be in your com- 
munity. 
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Tackling the Problem 

Realizing this, these utility executives organized 
the Committees on Public Utility Information for the 
purpose of cultivating closer and more friendly rela- 
tions with the public. 

They employed as directors of these committees 
men from the editorial and advertising departments 
of the great dailies. As successful newspapermen, 
these directors knew as well as other newspapermen, 
something of the difference between news and ad- 
vertising. They had had plenty of experience with 
press agent grafters, from those employed by Uncle 
Sam himself down to the oil stock promoter. 

They knew that with the reputable newspaper, the 
only kind of a newspaper that would do them any 
good, the utilities would have to pay for their ad- 
vertising and that they could not buy news space. 
They knew also the value of newspaper advertising 
in putting across any legitimate proposition. 


Utilities and Newspaper Advertising 

One of the first things these committees and their 
directors discovered was that, aside from companies 
operating in the larger cities, but few were doing 
any newspaper advertising. 

And they found out why. 

There were two reasons: 

First, the utility business has been and still is, to 
a certain extent, a pioneering, engineering and highly 
technical industry. Its executives were builders, or- 
ganizers, operators, trying to keep pace with an 
avalanche of demand for their service. They had 
had little experience in salesmanship. 

Second, but little earnest, concerted effort had 
been made by the men who should have done this 
educational work, to sell the utilities on the merits 
of advertising. 


Futile Advertising 


Many of these companies had advertised occasion- 
ally on church and lodge social programs, in special 
editions or feature pages of the newspapers. The 
copy of their advertisements usually consisted of the 
name of the company and a list of officers. They 
didn’t even say, “Cook With Gas,” or “Buy an Elec- 
tric Iron.” 

«They expected no results and they got none. Nat- 
urally, such experience was not calculated to inspire 
them to look upon advertising as any more than a 
species of graft. 

You will pardon me if I speak more particularly of 
our experience in Iowa, as naturally I am more con- 
versant with the situation there. However, what I 
say of the work of the Iowa committee applies 
equally to that of other state committees, as I know 
from constant correspondence and frequent confer- 
ence with them. 


Establishment of Definite Advertising Policies 
Realizing this condition, the utility company ex- 


ecutives who comprise the Iowa committee, in- 
structed me, at one of their first meetings, to devote 





as much time as was necessary to urge the utility 
companies of the State to establish definite, constant 
and consistent advertising policies and to try to 
make their advertising matter say something and 
buy them something. 


Special Educational Work 


In pursuance with these instructions our office 
started our work of education. Special bulletins were 
prepared and sent out to all companies in the State 
whether they were subscribing to the support of the 
committee or not. It was fundamental, A. B. C. stuff, 
at first. We tried to correct the prevailing impres- 
sion that advertising was a graft. We copied articles 
from advertising magazines and broadcasted them. 
We printed advertising suggestions in our bulletins. 
We wrote personal letters to them. Members of our 
committee let no opportunity pass in conference to 
urge on others the value of this splendid means of 
increasing business and securing good will. The 
subject has been a part of the program of every con- 
vention of the public utilities of the State since the 
committee was organized. 


Easy to Convince Industry of Value of Advertising 


We told them they had no tight to expect any- 
thing from their advertising but what that advertis- 
ing brought them; in other words, they were not 
buying news space or the favorable consideration of 
the editor in his news columns. And a surprising 
thing about it was that in spite of the impression 
that advertising was a holdup, we found members 
of the industry as a whole easy to sell on the propo- 
sition when it was presented to them in the right 
light. 


A Tremendous Gain 


Our checkup for the end of the first six months 
of this year showed that these utilities which we 
represent had done twice as much newspaper adver- 
tising during those six months as they did all of last 
year. In other words, we had quadrupled our news- 
paper advertising in eighteen months. We expect 
that the checkup at the end of this year will show 
twice as much newspaper space bought during the 
last six months as the first. 

Every company that has started advertising since 
we started to work on them is now a permanent cus- 
tomer of the newspapers. They are getting results 
Moreover, they are disciples and champions. of our 
cause, with all the zealousness of new converts. They 
tell us their advertising appropriations are the best 
investment they ever made. 


Pays to Advertise 


Most of the larger companies have established ad- 
vertising departments of their own. Some of the lit- 
tle fellows cannot afford this expense. Our commit- 
tee is helping them constantly to prepare their ads 
and asking the newspaper men in their communities 
to help them. 

When matters of general importance to the indus- 
try of the State arise, we prepare advertisements 
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and send them to the local companies, asking them 
to run them in their local newspapers. 

And they do. A series of ads entitled, “Your 
Servants, the Utilities,’ was prepared, telling some- 
thing of the fundamentals of the utility business. 
These ads appeared in hundreds of issues of Iowa 
newspapers and they are still running in many of 
them. Some companies used them as a basis for a 
series of their own. 


Renewal of Franchises Gained Through Advertising 


One utility man came to my office a year ago and 
said he was expecting to ask for a renewal of his 
franchise in about a year. He wanted to start tell- 
ing the public about it right away. We advised with 
him on the preparation of a series of advertisements 
which appeared in his newspapers every week dur- 
ing the whole year. It was a weekly town. He won 
his election by 433 to 27 votes. 

Another company was not so wise, at first. It 
failed three times to get a renewal of its franchise. 
We talked advertising to the manager. He bought 
space, told his story for several months, then asked 
for a franchise and it was voted to him. 


Nation-Wide Results 


In Illinois they estimate that they have increased 
newspaper advertising 2,000 per cent in less than five 
years. 

In Ohio the director tells me that when his com- 
mittee was organized three years ago utility com- 
panies were spending $100,000 for newspaper adver- 
tising and are now spending $500,000, and the amount 
is constantly increasing. 

The director of the Nebraska bureau says that 
Secretary O. O. Buck of the Nebraska Press Asso- 
ciation has publicly stated that the activities of the 
Nebraska committee have increased newspaper ad- 
vertising 1,000 per cent. 

I know personally of the good work that the 
Michigan, Wisconsin, Indiana and Missouri commit- 
tees are doing. The Rocky Mountain States com- 
mittee, serving Wyoming, Colorado and New Mex- 
ico, has boosted good will advertising alone from 
nothing to 100,000 inches a year. This committee, 
the same as many others are doing, gets out three 
or four ads a week, which are sent to member com- 
panies and used by them. 

The Louisiana committee, just organized, started 
its work by preparing a series of twelve ads explain- 
ing problems of the industry. The director tells me 
they are being used 100 per cent by his companies. 


Ad Club Branch 


The Public Utilities Advertising Association is a 
department of the Associated Advertising Clubs of 
the World and practically all of the directors in the 
country attended its sessions held in connection with 
the Ad Club Convention at Atlantic City last June. 

This association is an honest-to-goodness organi- 
zation of real live advertising men, who are intent on 


remedying a glaring fault in our economic structure. 
They intend to put the utilities where they belong as 
regards paid publicity and to forcibly eliminate by 
legitimate advertising the muck-raker from the po- 
sition of ‘constant menace which he has occupied 
and clear the way for the development of an industry 
which is even now, in spite of handicaps, the marvel 
in business history. 


Legitimate Publicity 


I do not wish to appear to be trying to convey the 
impression that these committees on Public Utility 
Information are advertising bureaus only. They are 
not. They are frankly publicity bureaus. They are 
employing every means available to inform the pub- 
lic what the utilities are doing. 

The directors know that advertising must be 
bought and paid for. 

They know also that news space cannot be bought 
in any reputable newspaper. 

They know that there are scores of happenings 
regarding the industry which are legitimate news 
items and will be accepted by the newspapers as such. 
The best proof is that the newspapers are publish- 
ing news matter which is sent out. 

Happenings of the Electric Light, Gas, Electric 
Railway and Telephone industries are of interest be- 
cause, aside from the railroads, they are the most 
important and indispensible industries. 


Large Investment in Utilities 


There are seventeen billions of dollars invested in 
these industries in the United States, more than four 
times that invested in the steel business, seven- 
teen times as much as is invested in the wood pulp 
industry, twelve times as much as is invested in the 
printing and publishing business. 

And the ownership of these utilities is more widely 
distributed than that of any other industry. Two 
million people are actual stockholders in the electric 
light business alone. The insurance companies have 
two billions of dollars of the money of policyholders 
invested in utility securities. The savings banks 
have nearly as much. 

So we claim there is legitimate news. 


Progress of Utilities Means Progress of Community 


Moreover, the progress of a public utility is a 
story of the progress of your community. Every 
extension of wires, mains and tracks marks the 
growth of the city in population and wealth. They 


are vital to the comfort, welfare and security of 
your community. 


Aid to Reporters 


The Iowa committee keeps track of the news of 
the sessions as they occur and hands the stuff to the 
reporters. I can present the testimony of a dozen 
Iowa city editors and reporters who were mighty 

(Continued on page 665, 































































The Michigan Committee on Public Utility Infor- 
mation decided at a meeting held during the State 
conventions to establish through its informatidn 
bureau a public utility advertising service for the 
benefit of Michigan gas and electric companies. 

The first of a series of advertisements, which will 
be sent out monthly, is enclosed herewith for such 
use as company executives may see fit to make. 

The committee does not run these ads in any 
publication upon its own account, nor does it expect 
utilities to use the entire service exactly as submit- 
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Service 






A BUSINESS 
BASED ON IDEAS 


@ Through association with other 
public utilities in the state and na- 
tion, your company is kept informed 
on all developments in our remark- 
able industry. 


@ Resourceful minds are constantly at work 
on the problems connected with serving you. 
Whether it be in the preparation of product, 
distribution, merchandising, accounting, financ- 
ing, planning or in keeping public relations 
friendly, you derive the benefit of research 
by the best men in the field of public ser- 
vice, working through their technical and 
trade bodies to improve methods and better 


results. 

q As rapidly as they become practical these 
efforts are incorporated into public utility 
practice by your company. 





(Insert Company Name) 




















Prepared by the Michigan Public Utility Information Bureau 


A Series of Public Utility 
Advertisements 





ted. It does hope that the service will be a stepping 
stone toward intelligent and consistent use of adver- 
tising space by companies which have no facilities 
for the preparation of copy. It is further expected 
that this service, which will confine itself to good- 
will advertising, may assist in balancing the cam- 
paigns of companies who advertise regularly the 
merchandising side of their business only. 

The bureau stands ready at any time to offer its 
services to utilities with any particular advertising 














problems. It also will be glad to accept suggestions 
and criticisms in the preparation of copy. 
Concerning 
Public 
Service 





UTILITY SERVICE 
MUST BE ELASTIC 


@ Gas, Electric, Telephone and 
Railway Service must not only be 
adequate for all normal require- 
ments and increases, but also it must 
be capable of great expansion on 
short notice or no notice whatever. 
@ When a convention or a football crowd in- 
vades your city any morning, hundreds and 
more often thousands of people must be fed 
and warmed, lighted and transported. No 
one ever makes advance reservations at the 
Gas, Electric, Telephone or Street Railway 


offices. The managements must be prepared 
—and they always are. 


@ This is a part of modern public service 
provided by efficient and forward looking 
operation. 


«insert Company Name) 






























Prepared by the Michigan Public Uuty Informanon Bureau 





CELEBRATING A 75TH BIRTHDAY 

The Consumers Gas Company, of Toronto, Canada, 
celebrates this year its 75th birthday. In honor of 
the occasion the company has published a very hand- 
some book telling the story of its growth from earli- 
est times up to the present year. The book is replete 
with photographs of the various officers of the com- 
pany, directors, and of different parts of the plant 
and buildings owned by the company. The book 
contains a very interesting history of the gas industry 
and depicts the wonderful growth that the industry 
has attained during the comparatively short time it 
has been a factor in the industrial world. 


Another part of the book is taken up with a de- 
scription of the history and development of the Con- 
sumers Gas Company. From a bare 2,000 meters in 
the year 1873, this company has grown to a present 
installation of 137,000 meters in the city of Toronto. 
The various departments of the company are de- 
scribed, and the work done is explained. 

A section of the book is taken up with a descrip- 
tion of the employees of the company. A growth 
from 52 employees in the year 1854 to 1,500 in 1923 
is indicated. The company is proud of the long serv- 
ice record of some of its employees, 56 of whom have 
been in service for 25 years or longer. 








Gas Appliance Exhibits at California 
Industries Exposition 


Many makers of gas appliances exhibit their wares 


Charles IV’. Geiger 


NE of the most interesting features of the Cali- 

fornia Industries Exposition in the San Fran- 

cisco Civic Auditorium was the collective ex 
hibit of gas appliances under the auspices of the Gas 
Appliance Society of California, with 28 members of 
the association maintaining gas appliance exhibits. 


7 

The exhibit occupied all the space in Larkin Hall at 
the Civic Auditorium and brought out in vivid fash- 
ion the efficiency, the economy and the cleanliness of 
this modern fuel, for cooking, for heating and for 
industrial purposes, and emphasized the fact that for 
these purposes gas is obviously the most convenient 
and the cheapest fuel. 


temperature is maintained through thermostatic 


control. 
Many Exhibits in Operation 


A gas line was installed in the hall with lines run- 
ning down the center and along the walls of the room 
and a gas meter placed at a convenient point so that 
visitors could obtain an excellent view of it. All the 
exhibits were in actual operation, connections being 
made with the gas lines. 

A special cooking demonstration by Victor, chef of 
the St. Francis Hotel, and the awarding of $325 





Fine Exhibit of Gas Ranges 


Gas ranges of the most modern designs proved to 
the visitors that gas has taken the drudgery from 
cooking. Beautifully enamelled, conveniently ar- 
ranged with their numerous devices for controlling 
the heat and for proper oven ventilation, these ranges 
promised a clean, cool kitchen, where baking is done 
on scientific principles. 

The use of gas for heating was emphasized in the 
exhibits. Visitors were delighted with an up-to- 
date furnace—a home where all the rooms are warm 
on the coldest day in winter. Better still, there is 
no need on cold mornings to go through the dirty 
process of “firing up”’—fresh, warm air floods the 
room at the touch of a button, and just the right 


worth of gas appliances in prizes to lucky persons at- 
tending the exposition were features of the Gas Ap- 
pliance Day, Tuesday, November 27. 


The culinary demonstration by Victor brought out 
some of the labor saving features of the modern gas 
range, as well as showing the expert devices used by 
a champion chef in the preparation of food. The 
prizes were awarded in the form of merchandise se- 
lected by the winners. The first prize amounted to 
$150, the second $100 and the third $50. 


The Gas Appliance Society of California sent out 
1,500 invitations, together with tickets of admission, 
for Gas Appliance Day, to plumbers, gas appliance 
companies, architects, contractors, etc., in Northern 
California. 
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Many Visitors to Exposition 

The primary purpose of the California, Industries 
Exposition is to show San Francisco and Californians 
what the industries of San Francisco and California 
are and what are the possibilities of increasing them 
and thereby increasing business and bettering con- 
ditions. From 400,000 to 500,000 persows visited the 
exposition. The collective exhibit of gas appliances 
was the largest exhibit of gas appliances ever held on 
the Pacific Coast and compares favorably with the 
National Gas Shows. Considerable newspaper space 
was used by the various concerns exhibiting at the 
exposition. 

Two large signs on the walls of Larkin Hall carried 
the two messages as follows: 





Gas has proven its leadership over one hundred 
years of Public Service. 

Gas, the silent, efficient servant, tireless and 
ever at your command. 

Night or Day—Rain or Shine—Gas Service 
does not fail. 

Gas, the most dependable neacssity of our 
modern life. 


The Gas plant of today is equipped and organ- 
ized to supply you with fuel twenty-four 
hours every day. 

— you want—you can do it better with 











Exhibit of Pacific Gas & Electric Co. 


The Pacific Gas & Electric Co. had an unusual dem- 
onstration of various uses of gas for industrial pur- 


poses. The engineers of the company built a small _ 
cross section of a furnace to illustrate to the visitors . 


the principle of surface combustion. Ordinary city 
gas at 6 inches water pressure and compressed air 
at 60 Ibs. pressure was used in operating this fur- 
nace. This gave the proper mixture for complete 
combustion. The furnace has two chambers, in one 
chamber of the gas heated carborundum to incandes- 


cence. In the second chamber the gas flame was 
showing burning freely in the same. 

At the Pacific Gas & Electric booth the Victor 
Oxy-Acetylene Equipment Co. demonstrated how 
city gas at three ounces pressure could be used in 
cutting steel up to three inches in thickness. 

At this booth was also demonstrated a North 
American gas electric portable blow torch and nu- 
merous other devices. There was also on display a 
number of photos showing homes in San Francisco 
heated by gas, this being under the jurisdiction of 
the heating department of the Pacific Gas & Elec- 
tric Co. 

One of the largest exhibitors was the C. B. Bab- 
cock Co. At their booth they featured the Babcock 
High Efficiency Gas Furnace, 2,000 of which have 
been installed in homes during the past seven years 





Mr. and Mrs. Home-Owner! Insist that your 
Architect, Plumber and Contractor pipe 
your home for Gas so that you and your 
family may enjoy the comforts of Gas 
House-heating—Gas cooking—Gas Water 
Heating. 

Install a gas stub in your firéplace and use a 
Radiant Heater. 

Gas is clean—convenient—economical. 

If it’s heat you want—you can do it better with 
Gas. 











Exhibitors of Gas Appliances at Exposition 


Mangrum & Otter. 

Holbrook, Merrill & Stetson. 
Pacific Gas & Electric Co. 
James Graham Mfg. Co. 

Steiger & Kerr Stove Foundry Co. 
American Radiator Co. 

C. B. Babcock Co. 

General Sales Corporation. 


(Continued on page 657) 





A Set of Safety Rules for By-Product Plants’ 


26—Exhaust pipes should never be allowed to dis 
charge in a horizontal direction or at less than seven 
feet from the ground. 


27—Manhole covers should be designed with their 
least diameter greater than the greatest diameter of 
the opening they cover, or must be hinged in place. 


28—Open sewers, pits or dumps must be properly 
railed or covered with covers of approved design. 


29—Platform, stairways, etc., more than seven 


feet above the ground must be provided with double 
pipe handrails. 


30—Clearances of ample width must be provided 
along and above the entire paths of any traveling 
machine, such as charging cars, locomotives, cars, 
pushers, trippers, etc. 


31—Scaffolds should be built with no lumber less 
than two by six inches. Where wooden hand rails 
are placed on same, they must be inside and not out- 
side of uprights. Toe boards should be provided on 
all scaffolds on which brick or similar materials are 
to be handled. 


32—Safety gates or doubling acting spring hinges 
should be provided for dangerous crossings. 


33—Iron floor plates must not be smooth. 
checkered or otherwise roughened plates. 


34—All hooks used for hoisting should be of ap- 
proved design. 


Use 


35—Doors on all buildings where there is possible 
danger from escaping gases or fire should be made to 


open out Such doors should be fastened shut by 
counter-weights or springs. It should not be neces- 
sary for a man to find a knob or latch when endeav- 
oring to escape through darkness, smoke or a blind- 
ing gas. 

36—Approved wiring, switches, and vapor proof 
globes should be provided in all by-product depart- 
ments, purifying house, coal and coke handling de- 
partments or in any department where dangerous 
gas or inflammable material is manufactured or used. 


37—Steam jets should be provided on stand pipes 
to eliminate hazard from gas flashes. 


RULES FOR FOREMEN 


1—Have a thorough understanding of all rules. 
Until you know them. all and are living up to them 
you are not doing your full duty. 


2—You will be held responsible for accidents to 
your men. 


3—You should caution your sub-foremen regard- 
ing the prevention of accidents. 

4—Watch out for men who are hurt frequently, 
either by carelessness or bad luck, and put them 
where they will not get hurt. 


5—You must not put men to work on any job until 


*Continued from last week as part of the paper 
presented by F. J. O'Malley, at the Twelfth Annual 
Convention of the National Safety Council 


you have satisfied yourself, by personal inspection, 
that the place is safe. You must warn men of any 
danger that may come up in the course of doing this 
work. If, on returning, after you have been away, 
you see a man violating instructions or taking 
chances that make him or others liable to injury, 
deal with that man so as to make certain he will not 
again disobey orders. 


6—Use judgment at all times in placing men on 
jobs; heavy, slow men should not be placed on jobs 
where light, quick men are required. Slow thinking, 
unintelligent men, should not be placed on or around 
machinery where presence of mind is required for, 
by so doing, the probability of accidents is increased 
many times. 


7—If machinery, tools or other appliances with 
which your men are working are dangerous, do not 
continue to use them, but call your superior, if other 
tools or appliances cannot be immediately procured. 





CALIFORNIA INDUSTRIES EXPOSITION 
(Continued from page 656) 


Geo. M. Clark Co. 

T. G. Arrowsmith Co. 

Scott Gas Appliance Co. 

Buck Stove & Range Co. 
Northwest Gas & Electric Equipment Co. 
Pittsburg Water Heater Co. 

H. R. Basford Co. 

Pacific Gas Heating Co. 

Hoffman Heater Co. 

M. Stulsaft Co. 

Superb Auto. Water Heater Co. 
Hoyt Automatic Water Heater Co, 
Bryant Heater & Mfg. Co. 

Eureka Stove Co. 

Dohrmann Commercial Co. 

D. H. McCorkle Mfg. Co. 

W. P. Goss Co. 

Electro Gas Furn. Co. 

Welsbach Co. 

Gas Heating Co. 


Johnson Warm Air Heater Co. 
General Water Heater Sales Co. 
H. E. Williamson Co. 

M. S. Barnett. 

James Hambly & Son. 

Joe Hays Co., The 

Ruud Heater Co. 

Montague Range & Furnace Cv. 
Williams Radiator Co. 

American Meter Co. 

Estate Stove Co. 

P. A. Smith Co. 

Schieck & Knight. 








GAS WRINKLES 


















Regulators, as designed by the makers, are pro- 
vided with a pipe leading from the regulator body to 
the diaphragm section, and this pipe is provided 
with a small orifice for the purpose of dampening 
sudden pressure changes. 





















This orifice consists of a hole drilled into a street 
ell inside of the casting, a place very difficult to get 
at after the regulator is once set up. It was found 
that with different load conditions this orifice was 
unsatisfactory over some sections of the working 
range and it was necessary to change the orifice 





























Regulator Regulation By Orifice 
J. 1. Creighton 


Los Angeles, California 


with changing load conditions in order to get the 
most satisfactory results. 

The street ell was removed and the bronze seat of 
the Jefferson Union (which is provided in the line 
leading from the body of the valve to the diaphragm 
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chamber) was tapped and plugs, drilled with various 
sizes of orifices, were screwed into the seat of the 
union, thus placing the orifice where it could easily 
be changed, and by experimenting with different 
sized orifices the “psychological hole” was found. 











Name of Employee 


EMPLOYEES CHARACTER ANALYSIS. 


Check the term which best describes the employee in each of the following qualities listed. 
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Appearance &Manner |'e'Y Mey: ee se egy impre weton naam 
Ability to Learn Very Superior Learns Easily Ordinary Siow to Learn Dull 
15 is zh 10 24 
Industr Very Energetic | Industrious Active Indifferent Lazy 
2s < _ 25 20 
Initiative Very Original |Resourceful |Often Suqgests| Routine Worker| Needs constant 
: is is 24 - Supervision 
Co-Operativeness | eanty Co-Operative [Follows Orders | Difficult to |Obstructionist 
is) Co-Operative ~ ~~ Handle. a 
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SE HERE IS an important notice contained 

i %, on the next two pages that we think 
“e8) will be of intense interest to gas-plant 
3 managers and superintendents, and of 
great value to the industry as a whole. Accord- 
ingly, we have placed it in this position so that it 
will be easy to remove from this issue without 


mutilating the copy. 





§ Simply raise the staples which bind it to the 
rest of the magazine, take out this insert, close 
the staples again, and your copy is intact. 


§ We suggest that you place this notice on your 
bulletin board or in some other prominent place, 
so that it will reach the attention of those most 
interested. 
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To Gas Executives: 








T IS the intention of the American Gas Journal 

to publish regular weekly installments of this 

very interesting and authoritative Catechism until 
it is finished. 


9 We believe that this book, which is out of print 
and hence very scarce, will be very helpful in 
making better informed, more intelligent, and there- 
fore better equipped gas engineers. 


§ Better public service requires more intelligent 
public servants. Better public service means better 
public relations, and, of course, this reacts to the 
benefit of the gas company. 


§ We are trying in every way to further the interests 
of the gas industry, and in publishing this Catechism 
we believe that we are filling a long-felt want. 


§ We feel that in bringing this to your attention 
we are only doing our share in being of service to 
the industry. 


AMERICAN GAS JOURNAL. 
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A MERRY CHRISTMAS TO ALL! 


The American Gas Journal extends the season's 
greetings to its readers, advertisers and friends in 
the gas industry. It wishes them a Merry Christmas 
and all the joy and happiness attendant upon the 


Yuletide season. 


THE SERVICE CHARGE 


Whether a gas company is operating on a three- 
part rate, of which the service charge forms the 
first third of the gas rate, or whether this charge 
is applied additional to a straight gas rate, there 
has always been considerable difficulty encountered 
in getting the public to view the charge in its cor- 
rect light. Nearly everybody when first confronted 
with a service charge considers it another way the 
gas company has found of deriving unearned and 
unfair income from them. 

It is therefore of the highest importance that be- 
fore the service charge is applied the people be prop- 
erly educated and instructed as to the reasons for 
it. It is absolutely essential that they should be 
convinced that this charge is not unfair, but is en- 
tirely what they themselves would expect others to 
pay them in their own business, under the same con- 
ditions. The consumer must not be asked to pay 
this charge without being told why he is required 
to do so. This practice might be conducive to de- 
stroying whatever good relations now exist between 
the gas company and the customer, and certainly it 
would be a hindrance to the establishment of better 
relations to confront the consumer with this charge, 
and simply say, “Here, pay it,” without giving any 
explanation of why he should want to pay it. 

There are a great many gas companies who realize 
that the only way a service charge can be a success 
is when it is handled in the proper manner, and even 
when they take great pains when broaching the sub- 
ject to present their arguments in the best possible 
light, they find it a difficult matter to convince their 
customers that they are not being treated unfairly 
when asked to pay such a charge. Furthermore, 





they have received but little assistance from official 
public bodies in their efforts along these lines. In 
fact, the tendency has been rather to discourage them 
from trying to introduce a service charge. So it is 
with a good deal of gratification that we read of a 
Public Service Commission upholding the fairness 
of the service charge in deciding a rate basis. The 
opinion of the Missouri Public Service Commission 
regarding the justice of making a charge for the 
service is clearly evident in the following: 

“There are certain costs common to all users, and 
which are incurred whether the consumer uses gas 
in large quantities or no’ gas at all. 

“Interest and depreciation on the investment in the 
meter, the inspection of the meter, and the removals 
and repairs to meters are all items of ex- 
pense that are wholly independent of the amount of 
gas consumed. Interest, depreciation and mainte- 
nance of services owned by the company are all 
items of expense that are incurred even though no 
gas is consumed. Meters must be read, charges en- 
tered on the books, bills rendered to consumers, ac- 
counts collected, stationery and supplies used, and 
all of the foregoing work supervised, although not 
a cubic foot of gas is consumed. It is these costs 
that the service charge distributes equitably among 
consumers so that each customer will pay the actual 
expense he causes the company, and all customers 
will pay the same price for gas consumed.” 

The gas industry needs more of this sort of pub- 
licity, this kind of unbiased, fair-minded action on 
the part of a public body. It is only right that those 
who render service be paid for it. 
that the conscientious work of 
groups of individuals, should be properly rewarded. 
The gas industry merely asks for justice. That is 


all it wants and surely that is the least it can expect 


It is only just 


individuals and 


to receive. 


The action of the Pubilc Service Commission is 


highly to be commended. It is deserving of being 
followed by other commissions and public bodies. 
When public institutions put themselves on the map 
as approving the service charge and commending 
the justice of it, it is a real step in advance toward the 


gas industry gaining its point. 
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THE EYES OF THE STORE AND THE MINDS 
OF THE PEOPLE 


(Continued from page 650) 


MacDaid, Jr., demonstrating how a window should 
be trimmed. 

He stated that men in business today realize the 
importance and value of good windows, as outlined 
by Mr. Cooney, the previous speaker. It is a fact 
that many window trimmers and store decorators 
are drawing high salaries. 

Large stores all over the country are constantly 
making a study of how best to display their mer- 




























Keeping the folds even, 
take up the strip three 
inches away as illustra- 
tion 2. 


When strip of puffs 
has been completed, 
pull out the two 
outer folds as 
shown by illustra- 
tion 4. 


chandise; therefore, the window and show cases are 
important. It is important to carefully plan each 
and every window trim that there may be no guess- 
work after starting the display. 
Value of Window Based on Store Rental 
Mr. MacDaid quoted from authority regarding the 
following: A store 20 feet wide by 100 feet long, 


having a window space of two feet deep and a front 
13’or 15 feet, the window is estimated at 25 per cent 
of store rental, the next 10 feet 20 per cent, the in- 
termediate space 15 per cent and the rear at 40 per 
cent. 

If there are two windows, the right-hand window 
and the right side of the store are considered more 
valuable than the left. This is because people nat- 
urally turn to the right when entering a store or 
building. 

Last year one store in New York City spent one- 
quarter of a million dollars for window displays. 
Their people are classed as artists and visit all parts 
of the world seeking new ideas. 


Gather the end of 
the strip into three 
even folds and tack 
in place as illustra- 
tion 1. 





Push up the strip as 
illustration 3 and 
again tack. Repeat 
directions. 


The last illustration 
shows how puffs 
may be arranged on 
the window back- 
ground. 





Store Entrance of Great Importance 


The store entrance is considered of very great im- 
portance but many mechants believe that the en- 
trance is secondary to the window and make their 
expenditures for displays accordingly. 





Frequently a person will stop before a window, not 
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because of any desire to purchase what is in that win- 
dow, but because the window is attractive and holds 
the attention to the point where you enter the store 
and possibly make a purchase. 

Windows must be arranged so that they will at- 
tract the eye at first glance and influence the cus- 
tomer to enter the store. Good window lighting is 
very important and should be carefully studied for 
the best effect. Windows are very seldom over- 
lighted. 


Use of Crepe Paper 


Mr. McDaid at this point demonstrated the trim- 
ming of a background for a window using crepe pa- 
per and also how crepe paper puffs are made. 

He pulled out the crepe paper part way from the 
packet, measured six inches from the end, and, using 
the edge of the packet as a guide, cut through the 
entire thickness of the paper. He gathered the end 
of the strip into three even folds, and tacked in place. 
In order to keep the folds even, he took up the strip 
three inches away from the place which was tacked. 
He pushed the strip up and again tacked in place. 
He repeated this operation two or three times and 
finally a strip of puffs was completed. He pulled out 
the two outer folds and the puff was completed. 

Mr. MacDaid trimmed the window in a very few 
minutes and the cost of paper used was a little over 
$2.00. 

“It is a good rule in making displays,” said Mr. 
MacDaid, “to seek harmonious contrasts. O'd stand- 
ards are permissible, certain colors for various sea- 
sons of the year. Light colors for the spring, shading 
into the summer colors, and finally the deeper shades 
for fall. 


“Toast Week” Idea 


Mr. Grosvenor Dawe, secretary of the Wheat 
Council of the United States, and H. D. Likins, busi- 
ness manager of the New England Bakers’ Associa- 
tion, presented the plan which has been started by 
the Wheat Council to make the week of January 
14, 1923, “Toast Week,” in order that the surplus 
of wheat which the farmers have could be sold 
They brought out the point that people eat more 
toast than plain bread, therefore, the bakers and the 
Wheat Council co-operating were making the week 
of January 14 Toast Week. The speakers urged all 
the gas companies to co-operate in this plan in every 
way possible. Use the words “Toast Week” on all 
advertising during that week. Advertising cards 
will be furnished bakers, restaurants, stores, etc., 
urging the people to remember that the week of Jan- 
uary 14 is “Toast Week.” 





A NEW BUT TRIED PUBLICITY AGENT 
(Continued from page 653) 


glad to get this co-operation. They have told me 
that they wished that the insurance men, the lodges, 





the churches and other organizations had publicity 
departments like ours to help them get the dope. 

Many Iowa papers commented on the record of 
one lowa gas company, which operated for sixty-six 
years without a single moment’s cessation of service. 

During the coal strike we were called on constantly 
for information to show how much longer the utili- 
ties could continue to give service without new sup- 
plies of fuel. 


Special Information Given on Utilities 


Letters come to our office every day asking for 
special information regarding the industy. 

There are more thrilling and entrancing stories 
available in the electric light and power, gas and 
telephone business than you can find in the annals of 
romantic literature. 

And the newspaper editors know where the mat- 
ter comes. from that is sent out from our office. We 
do not try to slip anything over. If you think it is 
news, you can publish it if you want to. But we 
think that we know news well enough to know that 
you can’t keep your hands off some of the stuff we 
send you. 

These committees publish news bulletins weekly or 
bi-weekly. Their circulation is not confined to the 
newspapers. They are sent to member companies, 
to libraries, to Chambers of Commerce, to schools 
which have asked for them, and to anyone who ex- 
presses a desire to have them. Our circulation list is 
growing constantly. 


Articles in Bulletins Copied 


Many of the newspapers copy articles which at- 
tract their attention in these bulletins. 

We believe that this is a legitimate effort towards 
publicity. 

Anyway, it is an answer, and our increased ad- 
vertising appropriations are an answer to the com- 
plaint that the public utilities were making no effort 
to tell the public anything about their business. We 
are answering this complaint by making an effort to 
tell the public everything we can about the business 
on every occasion that presents itself. 


Educational Work 


These committees have many other activities. 

Last winter we secured and distributed thousands 
of copies of a chart issued by the Smithsonian Insti- 
tution, telling about the manufacture of gas. 

In our work with the schools, we send nothing to 
them without first submitting copies to the school 
authorities and asking them to consider it carefully. 
We have secured the assistance of college and uni- 
versity professors of the State in preparing many of 
the special articles which have been published by the 
committee. 


Municipal Ownership Information Given Out by 
Committees 


While these committees were not organized to 
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combat municipal ownership, we are asked con- 
stantly for data on the subject and have been able to 
furnish it. 


We believe and note that most of the newspapers 
of Iowa believe that public utilities privately owned 
but publicly regulated is the best means of affording 
utility service. Anyway, it is the prevailing means. 
Municipal ownership of public utilities is not as im- 
portant as commonly believed. 


And we believe that the trend is away from mu- 
nicipal ownership. We have a record of sixty Iowa 
towns, which have abandoned their municipal elec- 
tric generating stations, either selling out altogether 
to private companies or buying their energy whole- 
sale from the high lines. 


The Newspaper and Municipal Ownership 


And who does most of the work towards promot- 
ing a municipal utility proposition when the matter 
is broached? The newspaper. It prints columns of 
free publicity on the subject, communications from 
the promoters, letters from officials in towns which 
are being deluded by faulty bookkeeping systems 
into believing that they are making money from their 
municipal plant, when, as a matter of fact, funds from 
general taxes are really supporting the proposition. 

And what does the newspaper get? Probably a 
few people get together a little fund to advertise a 
mass meeting or run an occasional ad. If the propo- 
sition carries, do you get any more money for ad- 
vertising from the municipal plant? Not in Iowa. 


Greater Utility Advertising in the Future 


I realize that I have rambled around considerabl- 
trying to tell you what committees on Public Utility 
Information have done to promote advertising. 
Whatever they have done does not compare with 
what they expect to do. It has been figured that the 
public utilities were spending a year ago about one- 
fourth of one per cent of their gross income for 
advertising. I believe that figure is a little higher 
now. I know it is increasing. The Public Utilities 
Advertising Association has a goal for the next year 
of one per cent. 


Whether it should go as high as the merchants’ 
budget is a question for debate. Some companies 
are now expending three and four per cent. 


Whether it will go as high depends much on the 
activities and co-operation of the newspapers. 

What we want of you advertising men is to show 
more interest in the kind of copy your utility com- 
pany managers use. They will welcome your sug- 
gestions. We would like to have you sit down across 
the desk with them and give them the same snappy 
convincing advertising talk that you give the mer- 
chant down the street or the foreign advertiser. Try 
to sell them on advertising on its merits, not on the 
fact that you are a power in the community. They 
may fall for the latter argument, but they will never 
be satisfied, enthusiastic customers. 





A Fertile Field 


We want you to realize the wonderful possibilities 
to you and the wonderful opportunity to the utility 
that lies in securities advertising, a field that has 
scarcely been touched. Why the public should buy 
public utility securities and become customer-own- 
ers is a story that should be told in advertising and 
told constantly and repeatedly to pave the way for 
the salesmen who put the matter up to the customer. 

The committees on Public Utikty) Information 
have paved the way for you. You will find that the 
utility man now knows something about newspaper 
advertising. He can’t get away from it. He finds 
it preached to him in every committee bulletin 
he gets, in every trade paper he receives, at every 
convention he attends, every time he talks to a di- 
rector or to a member of these committees. 

We want you to get out and sell more utilities on 
advertising and not wait for them to come to you 
with it. 





THE TIGHT PLACE 


SOONER or later you are sure to get into a Tight 
Place. 

WHEN that time comes you will show your real 
mettle. 

SOME people are ready to quit the first thing. 

OTHERS hang on for a little while and then resign. 

A FEW put on the soft pedal and straddle the fence. 

THESE people never get anything out of the ex- 
perience. 

A VERY small number face the situation firmly. 

THESE individuals have the qualifications of leader- 
ship. 

THEY take the dilemma by the horns and make the 
emergency serve them. 

THROUGH this sort of training MASTER MINDS 
are developed. 

MASTER MINDS belong to men who have sur- 
mounted Obstacles. 

MEN WHO have found themselves in tight places 
and have discovered the way out. 

THE HARD thing at the moment may bk the easiest 
in the end. 

TEMPORIZING with some conditions only makes 
them worse. 

LEARN WHEN to be patient and when to act. 

A TIGHT PLACE calls for cool, good judgment and 
wisdom. 

IT CALLS for a knowledge of cause and effects. 

IT REQUIRES a vision of probable results under 
different conditions. 

THE MASTER MIND is not dismayed by the Tight 
Place. 

BUT CAN make it serve in terms of EXPERIENCE, 
CASH AND DETERMINATION. 

THE Tight Place properly met makes bigger things 
possible. 

IT WEEDS OUT THE WEAKLINGS 

STRENGTHENS THE STRONG. 


AND 












A. G. A. to Have New becretary- 
Manager 


Alexander Forward of Richmond, Va., to succeed Colonel 
Fogg in office 





Col. Oscar Fogg, Retiring Secretary Manager 


The Executive Board of the American Gas Asso- 
ciation announces the resignation, effective Decem- 
ber 31, 1923, of Colonel Oscar H. Fogg, who has 
served with signal success as its Secretary-Manager 
since May, 1919. Colonel Fogg will be succeeded 
by Alexander Forward, of Richmond, Virginia, who 
has resigned his position as a member of the State 
Corporation Commission of that Commonwealth to 
assume his new duties in the manufactured gas in- 
dustry. 

While it has been known for some months that 
the resignation of Colonel Fogg as Secretary-Man- 
ager had been tendered, to become effective at the 
end of this year, official notice has been deferred 
until there could be announced the name of his 
successor. This step had been contemplated by 
Colonel Fogg for something more than a year and 
there was entrusted to a special committee of the 
Executive Board the task of selecting some one 
to carry on thle work which in the past five years, 
has grown tremendously in importance and value 
to the manufactured gas industry. The Commit- 
tee’s report recommending the appointment of Mr. 
Forward was unanimously approved by the Exec- 





Alexander Forward, New Secretary Mg’r. A.G.A. 


utive Board, which also adopted the following min- 
ute: 

“This Board has received with deep regret but 
with full appreciation of the circumstances attend- 
ing its presentation, the resignation of Colonel 
Oscar H. Fogg, Secretary-Manager. 

“So pronounced was the desire to secure Colonel 
Fogg for the position of Secretary-Manager that 
the place was held for several months after the 
general organization of the Association, awaiting 
his return from service in the American Expedi- 
tionary Force, where he had made an exceptionally 
meritorious and conspicuous record. 

“In accepting the appointment he stated that the 
opportunities open to him in several large business 
enterprises were of such a nature that he felt he 
could not serve for a longer period than two years. 
His deep interest, however, in thoroughly organ- 
izing the work entrusted to him, coupled with the 


earnest solicitation of the members of the Exec- 
utive Board, resulted in extending the period to 


more than twice the time originally contemplated. 
He now retires to accept such a business opportu- 
nity, after a full and frank discussion of the subiect 
with members of this Board and with their entire 
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concurrence in the belief that he is taking the wise 
and proper course, in justice to his own future. 

“The details of study and experience embraced 
in Colonel Fogg’s career, following the termina- 
tion of his early scholastic training in various edu- 
cational institutions, will be found recorded in the 
annals of the gas industry. They constituted, at 
the time of his entry upon the work of the Associa- 
tion, a remarkable preparation for the task he then 
undertook. When his selection was announced it 
was stated by those clothed with authority to en- 
gage him, that he had been chosen because he was 
believed to be a man equipped with a thorough 
knowledge of all aspects of the industry ; and, speak- 
ing for its Executive Board, they added with con- 
fidence, ‘It is with satisfaction of a duty fully per- 
formed that our choice is presented to the gas in- 
dustry as a whole.’ 

“The results have amply justified their action. 
The universal recognition that has been accorded 
Colonel Fogg’s broad conception of the character 
and purpose of the Association’s manifold activities 
and the manner in which its affairs have been di- 
rected, constitutes in itself a testimonial of which 
any man might well be proud. His exceptional ex- 
ecutive ability, tact and fine sense of proportion have 
been constantly reflected in the work of the Head- 
quarters Staff in the activities of the Sections, and 
in the encouragement of cooperation with allied 
bodies: The American Gas Association today, due 
in no small degree to his unwearied efforts, occupies 
a commanding position. 

“In the passing of the years the period through 
which he has served is not a long time, but it is 
amply long to have afforded occasion for many mis- 
takes, disastrous errors of judgment and miscon- 
ceptions of the relation of the position to the As- 
sociation and to the industry. It can be said of 
Colonel Fogg that a critical survey of his admin- 
istration fails to disclose any act of his that did 
otherwise than advance the interests of the Asso- 
ciation, enhance its standing before the public and 
realize in full measure the high hopes of all who 
have had a part in its inception and development. 

“Added to the notable results thus achieved, has 
been the influence exerted through those personal 
qualities that have won for him not only the re- 
spect but the affectionate regard of the entire mem- 
bership of the Executive Board and of large num- 
bers engaged throughout the industry with whom 
he has come in close contact in the eventful years 
during which he has held the place from which he 
now retires. 


“In formally accepting Colonel Fogg’s resignation 
as Secretary-Manager we spread upon our Minutes 
this recognition of ability, fidelity and public serv- 
ice, and extend to him in his new field of duty our 
best wishes for his continued happiness and pros- 
perity.” 

Colonel Fogg leaves his present post to become 
President and General Manager of the Baltimore 
Gas Appliance Company, with headquarters at Bal- 
timore. 





Alexander Forward’s Career 

Mr. Forward’s earlier years were spent in news- 
paper work in various cities of Virginia. In 1914 he 
was appointed secretary to the then incoming gov- 
ernor, Henry Carter ‘Stuart, and served in that ca- 
pacity during the four-year term. This included 
the earlier days of the war, when the governor’s 
office to a large extent administered the war activi- 
ties. 

Effective February 1, 1918, Governor Stuart ap- 
pointed Mr. Forward a member of the commission 
which regulates the public utilities of Virginia, and 
also administers the securities or blue sky law, the 
examination of State banks, the regulation of insur- 
ance companies, and the assessment of railway and 
all other utility property for taxation, State and 
local. Shortly thereafter, Mr. Forward secured 
leave of absence for war service, and became di- 
rector of relief supplies for the Balkan States, as 
an officer of the commission charged with relief 
work in Serbia, Roumania, Greece, Albania, Mon- 
tenegro and Bosnia. He returned to duty with the 
commission in July, 1919. 

Mr. Forward’s work in the field of regulation was 
‘recognized by his successive election by unanimous 
vote as second vice-president and first vice-presi- 
dent of the National Associatiom of Railway and 
Utilities Commissioners. He was chairman of the 
executive committee of that organization, and chair- 
man also of a special committee to revise its consti- 
tution. His engagement with the American Gas 
Association prevented his election to the presidency 
of the regulatory commissioners at the December 
convention at Miami. 

On November 6, 1923, Mr. Forward was re-elected 
a member of the Virginia Commission by a majority 
of 88,742 over an independent opponent. This is 
said to be the largest majority ever given a can- 
didate for office in the history of that State. 

Announcing his resignation to Governor E. Lee 
Trinkle of Virginia, Mr. Forward’s letter said in 
part: 

“It is with deep regret I take this step. It has 
been my privilege to serve the commonwealth in a 
time when constructive effort was demanded. I 
have loved my work, and no one ever served a bet- 
ter or fairer people. For their unfailing support 
and confidence, I am profoundly grateful. I leave 


only to continue the service of the public in a wider 
field.” 


Expressing regret at Mr. Forward’s retirement 
from the corporation commission, Governor Trinkle, 
in writing his acceptance of the resignation, said: 

“I feel that the loss to the State in your leaving 
its service is a great blow. You have rendered a 
splendid service—efficient, fair and most praisewor- 
thy. Virginia hates to see you leave. An efficient 
public servant is a great asset to the State and the 
loss of one who has played the part you have is a 
grave one.” 

Oscar L. Shewmake, formerly general counsel to 
the State Corporation Commission, will take Major 
Forward’s place on that body today. 
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Gas Men Told of Importance of 
Their Industry to Public Welfare 


Mid-year meeting of Pennsylvania Gas Association addressed by 
prominent speakers 


Amid the quiet surroundings of 
the old Moravian town of Bethle- 
hem, the Pennsylvania Gas Asso- 
ciation held its mid-year meeting 
on Thursday, December 13, 1923, 
in Hotel Bethlehem. The program 
was both instructive and enter- 
taining and was thoroughly en- 
joyed by the large attendance. 


President Hersh Emphasizes Need 
of Attention to Duties and 
Obligations 
The morning session was opened 
by President Grier Hersh, who told 
the gas men about the important 
work being done in Pennsylvania 
to secure the adoption of an equit- 
able classification of accounts. He 
said that after two years work the 
point had been reached where the 
adoption of such a classification 
seemed almost a certainty, when 
due to misdirected efforts of a 
state bureau head, a new classifi- 
cation of accounts was proposed 
which contained much material of 
objectionable nature. Through the 
co-operation of other public utility 
associations of the state, the new 
system was proved to be unfair to 
the gas companies, and now every- 
thing points towards the adoption 
and application of the electric clas- 
sifications by the Public Service 
Commissions to the gas Industry. 
Success also seems to be imminent 
in making certain changes therein 
to the better advantage of the gas 

companies. 

President Hersh spoke frankly 
of the faults and weaknesses of the 
association, as exemplified in the 


co-operation given in accomplish- 
ing the aforementioned undertak- 
ing. He called for greater atten- 
tion to the duties and obligations 
that evolve upon the gas companies 
and the gas men of the state. He 
asked the gas men to impress upon 
the companies with which they 
were connected the necessity of in- 
itiating popular principles and of 
bringing this work to a successfui 
conclusion, rather than to leave it 
to the Public Service Commission. 


Companies Are Urged to Use 
Standard Meters 

In his address, Walton Forstall 
of the Philadelphia Gas Works 
emphasized the necessity of gas 
companies adopting the stand- 
ards for gas meters, as set by the 
committees appointed for the pur- 
pose of formulating sizes of met- 
ers. The importance of the meter 
is clearly demonstrated by the fact 
that it forms half the distribution 
cost, and hence the speaker held 
that the work of standardizing me- 
ter sizes is one of great signifi- 
cance to the gas company. 


Brains as Well as Brawn Required 
in Gas Business 

The next speaker, L. R. Dutton, 
member of the Educational Com- 
mittee of the American: Gas Asso- 
ciation, spoke on the “Education 
of Gas Company Employees.” He 
elaborated the well recognized 
axiom of the need of brains as well 
as muscle in a business and espe- 
cially in the gas business, which 
has peculiar problems of Its own, 


not generally met with in other 
industries, and which demanga inte}- 
ligent handling, necessitating a 
highly trained business personnel 
He mentioned the good work that 
was being done by various gas 
companies through courses of in- 
struction open to their employees. 

Mr. Dutton briefly described the 
work being done along’ educational 
lines by the various sections of the 
American Gas Association. Atten- 
tion was called to the new series of 
educational booklets which will 
shortly be issued by the national 
association. 


Co-operation With A. G. A. and 
Avoidance of Duplication of 
Activities 
The unavoidable absence of Pres- 
ident John B. Klumpp of the Amer- 
ican Gas Association brought As- 
sistant Secretary-Manager Louis 
Stotz to Bethlehem to tell. the 
Pennsylvania gas men of the co- 
operation that the national asso- 
ciation is giving and is always 
ready to give the state assocta- 
tions. He spoke a word of warn- 
ing in regard to the need of eveu 
closer relations, so as to avoid the 

duplication of activities. 

He mentioned some of the addi- 
tional features that the Commer- 
cial Section had planned for the 
new year, particularly the issuance 
of monthly instead of quarterly 
sales bulletins. He described the 
results of the recent appliance 
sales per meter, statistical reports 
of which indicated that the figures 




















670 





AMERICAN GAS JOURNAL 


29 


may 


1923 


December 





varied from a maximum of $17 to 
a minimum of 20 cents per month 
per meter. 


“To Sell You Must Tell” 

The last speaker on the morn- 
‘ing’s program was Karl Blooming- 
dale of Philadelphia, who delivered 
a highly entertaining address on 
“Advertising—How It Functions— 
What It Accomplishes,” replete 
with wit and humor and _inter- 
spersed with many sage remarks 
and instructive information on the 
importance of advertising and the 
essential functions it performs in 
modern society. The use of sim- 
ple words, clear, concise, unmis- 
takable language, in writing adver- 
tising copy is fundamental in the 
success of the advertisement and 
of advertising in general, which, 
‘as Mr. Bloomingdale aptly re- 
marked, may be defined as a pro- 
cess predicated on the basis that 
“to sell, you must tell,” a process 
which has made “the luxuries of 
yesterday the necessities of to- 
day.” He emphasized the import- 
ance of continuity in advertising 
and said that the constantly repeat- 
ed advertisement gets the results. 
Local Gas Company Entertains Gas 

Men at Luncheon 

The Allentown-Bethlehem Gas 
Co. then entertained the members 
of Pennsylvania Gas Associlatton 
and friends at a luncheon in the 
Hotel Bethlehem. 


The Gas Industry of Yesterday and 
of Today 

At the afternoon session, Colonel 
John Gribbel introduced by Presi- 
dent Hersh as one of the older gas 
men and a sage in the industry, 
gave a very vivid description of the 
conditions as they exist in the gas 
industry today, compared to condi- 
tions prevalent in the early days of 
the gas business in this country. 
The secrecy, ill feeling, competi- 
tion, lack of any human considera- 
tion toward one another in those 
days were strikingly contrasted 
with the good will, co-operation, 
friendly spirit and openness that 
exists today. The change that has 
taken place during the past forty 
years is, as the speaker termed it, 
beyond the wildest dreams of the 
gas men of those times. The es- 


tablishment of the gas monopoly 
by law, the enhanced security of 
the gas investment, the co-opera- 


tion between the departments 
within a company and the better 
public relations are attainments 
that the early gas men never 
dreamed could. be accomplished. 

But, as Colonel Gribbel said, 
the personal factor, the human ele- 
ment, remains the same and ever 
will remain the same. He called 
for the recognition of the principle 
of giving due consideration to the 
human factor, both in dealing with 
gas company employees and with 
the general public. Even the low- 
est employee should be_ treated 
with consideration. No man should 
be a mere number to his superiors. 
All should be given an opportunity 
to do their bit in making the gas 
company a cohesive unit in carry- 
ing out its gospel of service. 

The next speaker, the Hon. John 
Lanswey Stewart of Bethlehem, 
Penn., Public Service Commission- 
er of the State of Pennsylvania, 
had a few pertinent remarks to 
make regarding the functions of 
the state commissions in develop- 
ing a favorable sentiment among 
the public toward the public utility. 


No Community Can Grow Faster 
Than Its Public Utilities 

Philip H. Gadsden, president of 
the Eastern States Gas Confer- 
ence, who was the next speaker, 
had for his subject “The Public 
Utility Man’s Place in the Activi- 
ties of His Community.” He de- 
veloped his argument to illustrate 
how the condition of the public 
utilities in a community can influ- 
ence the growth and development 
of the same, how the capacity of 
that community to progress is de- 
termined and limited by the ability 
of the utilities to develop and ex- 
tend their service. He emphasized 
the great responsibility that rests 
upon the utility, having, as it does, 
to look after the collective inter- 
ests of acommunity. He described 
the importance of each and every 


-man in the gas organization doing 


earnestly and conscientiously his 
best to make the service of the util- 
ity, particularly the gas utility, the 
best possible. He urged co-opera- 
tion in every employee, and he tm- 
pressed upon the gas men that the 
only way to secure this co-opera- 
tion was to educate the individual 
employee to the needs of gas serv- 
ice. 


Publicity Not Propaganda 


The last speaker was Major J, S. 
S. Richardson, director of the 
Pennsylvania Public Service Im- 
provement Committee, who spoke 
on “Publicity Not Propaganda.” He 
described in detail the essential dif- 
ference existing between publicity 
and propaganda and the manner in 
which the publicity agent, the State 
Public Service Information Com- 
mittee, developed through the ad- 
verse propaganda directed against 
the public utility after the war. 
From the initiation of the first body 
to disseminate the information 
concerning the gas utility by Mr 
Nesul of Chicago to the present 
status of 35 public service informa- 
tion committees in as many states 
is but a short period of time, but 
during this time these committees 
have amply justified their existence 
by the good work they are doing, 
not as agents of propaganda, but 
as disseminators.of the truth about 
the activities and affairs of the 
public utilities. 


Gas Ordinance Continuing Present 
Rate for Two Years Passed 

Delphos, Ohio — The present 
tates for gas will continue in force 
in Delphos for the next two years, 
an ordinance to continue these 
rates for that period of time hav- 
ing been passed by Council. The 
Delphos Gas Co. was represented 
by Mr. Wiederman, manager of 
the company. 

The rates to be charged are as 
follows: For the first 200 cubic 
feet or less, $1.10; for the next 10,- 
000 cubic feet, $1.45 per thousand; 
for all in excess of 10,200, $1.25 per 
thousand. If paid on or before the 
40th of the following month, a dis- 
count of 10 cents for the first 200 
cubic feet and 10 cents per 1,000 for 
4ll over 200 will be allowed, mak- 
tng the net rate $1, $1.35 and $1.15. 

The ordinance also provides that 
the company is to supply the city 
building with 2,000 cubic feet of 
yas each month free of charge. 

The ordinance was placed on all 
three readings at this meeting un- 
tler suspension of rules and was 
passed. 

The new ordinance will be ef- 
fective in 30 days and will take the 
‘place of the present ordinance, 
Which expires. 
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A Correction 


On page 625 of the December 8 
issue of the American Gas Journal, 
an item appeared regarding Dur- 
ham, N. C., which incorporated a 
report of the Durham Public Serv- 
ice with the Carolina Power and 


Light Co. A corrected item ap- 
pears herewith: 
Durham, N. C—The Carolina 


Power & Light Co., which was pur- 
chased from the Durham Light & 
Power Co. in 1910, has been im- 
proving its plant, equipment and 
distribution system with great 
rapidity, and the system has grown 
to 1,000,000 feet daily capacity. 

With increased capacity, the 
company has added to its service 
and as a utility it is one of the 
most popular institutions in the 
city. 

The company’s popularity and 
growth is due principally to the 
untiring efforts of Robert I. 
Thompson, local manager. When 
he took charge of the business 
there was considerable adverse 
criticism being heaped upon the 
company by patrons, through city 
officials. Mr. Thompson rapidly 
set in motion a friendly and co-op- 
erative atmosphere, and the results 
have been more than pleasing to 
everyone concerned. 

Mr. Thompson, in addition to de- 
voting time and overtime to his 
business, is well identified with the 
civic life of the community. He is 
chairman of the membership com- 
mittee of Durham’s Chamber of 
Commerce and is a member of the 
local Rotary and Piedmont clubs. 

The Carolina Power & Light Co. 
in Durham is putting the gas busi- 
ness over in Durham with a whoop. 
In addition to selling gas, the com- 
pany has a handsome display room 
and distribution of gas ranges, 
heaters, appliances, gas water heat- 
ers and other articles that go hand 
in hand with the dispensation of 
gas done on a large scale. 


New Oklahoma Gas & Electric 
Bonds Offered to Investors 

Offering was made to investors 
on Thursday of this week by a syn- 
dicate headed by H. M. Byllesby & 
Co., and including E. H. Rollins & 
Sons, Spencer Trask & Co. and 
Federal Securities Corpoartion, of 
a new issue of $2,500,000 Oklaho- 





ma Gas & Electric Co. first and re- 
funding mortgage gold bonds, 6 
per cent, Series B, due February 1, 
1941. The price was 92% and in- 
terest, yielding over 6.70 per cent. 

Oklahoma Gas & Electric Co. 
owns or controls, and operates, 
properties comprising modern and 
efficient electric generating plants 
and distributes electricity or nat- 
ural gas in Oklahoma City, Mus- 
kogee, Sapulpa, El Reno, Enid, 
Drumright and other cities and 
towns, having an estimated total 
population of over 260,000. In ad- 
dition, the company owns over 90 
per cent of the stock of Southern 
Oklahoma Power Co., the system 
of which furnishes electric light 
and power to Shawnee, Ada, Pauls 
Valley and other communities in 
Central Oklahoma, having a popu- 
lation estimated at 50,000. These 
latter properties are being inter- 
connected with the main electrical 
distributing systems of the com- 
pany, comprising 1,195 miles of 
transmission lines. 

Net earnings of the entire Okla- 
homa Gas & Electric system for 
the 12 months ended October 31, 
1923, showed an increase of 29.48 
per cent over the previous 12 
months. Earnings of the proper- 
ties now comprising the system 
have shown consistent and sub- 
stantial growth, gross earnings 
having increased over 98 per cent 
and net earnings over 153 per cent 
in the last five years. Over 83 per 
cent of current net earnings is de- 
rived from the sale of electric light 
and power. 

Radiant Heat Corporation Expands 

The Radiant Heat Corporation, 
manufacturing the Kennedy Ra- 
diant Heaters, at 126 11th avenue, 
New York City, has recently adopt- 
ed an extensive expansion program 
which will necessitate its moving 
into larger and more commodious 
quarters. 

Former Gov. Eberhart of Min- 
nesota, who has largely financed 
the company since its inception, is 
preparing to devote practically all 
his time to the Radiant Heat Cor- 
poration. Mr. Eberhart served as 
Governor of Minnesota from 1909 
to 1915, and afterwards engaged in 
various professional and business 
enterprises in Chicago, IIl., where 
he achieved marked success. Three 


years ago he associated himself 
with former President Fred P. 
Toombs, in the Radiant Heat Cor- 
poration, and recently purchased 
Mr. Toombs’ interest, succeeding 
him as president. He has asso- 
ciated with himself Colonel Henry 
Jewett Furber of Chicago, who will 
be connected with the company in 
an advisory capacity. 

The general business manage- 
ment of the corporation will be in 
charge of Mr. S. T. Wilson, who 
was formerly associated with Hen- 
ry L. Doherty in the manufac- 
ture of gas appliances. 

Colonel Furber has been made an 
officer of the French Legion of 
Honor for services in connection 
with the establishment of closer 
relations between the educational 
interests of the United States and 
France. 

He is also the inventor of the 
well known Phonotelemeter, which 
was used extensively during the 
war by all the Allies in locating 
masked batteries. All the Allies 
were granted a free use of this in- 
vention during the entire war, and 
our Government has since entered 
into an agreement with Colonel 
Furber for the manufacture of the 
Phonotelemeter for future use. 

Mr. Wilson comes to the Radiant 
Heat Corporation with a wide ac- 
quaintance among all manufactur- 
ers of gas appliances, and the ripe 
experience in the manufacture 
thereof. 


Uninterrupted Service for 75 Years 

Providence, R. I. — The Provi- 
dence Gas Co. completed 75 years 
of uninterrupted service to the gas 
users of the Providence district on 
December 12. During this period 
through wars, panics, coal short- 
ages and other disturbances and 
difficulties, the supply of gas to the 
tity of Providence has not failed, 
even for an instant. The company 
claims that the loyalty of its em- 
ployees made possible this remark- 
able record. 


Dividend Announced 
Providence, R. I—A. F. Short, 
treasurer of the Providence Gas 
Co., has announced a dividend of 
$1 a share, payable on January 1, 
to stockholders of record Decem- 
ber 15. 
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Texas Utilities to Merge 

For the purpose of merging the 
Breckinridge Gas, Graham Gas, Ol- 
ney Gas Light & Power Co., New- 
castle Light & Gas and distributing 
agencies at South Bend and Bun- 
ger, the Southwestern Gas, Light 
& Power Co. has been organized 
with a capitalization of $700,000. 
The general office will be at Fort 
Worth, Texas. 


Missouri Power & Light are of- 
fering $3,000,000 first mortgage 
and refunding general lien sinking 
fund gold bonds, series A, 7 per 
cent, dated December 1, 1923, due 
December 1, 1943, price $99.50 and 
accrued interest, the yield to be 
over 7 per cent. Its sales for ar- 
tificial gas in 1922 were over 1,220,- 
000,000 cubic feet. 


Gas Co. Buys Extensive Tract 

Savannah, Ga.—Property cover- 
ing most of the area between 
Broughton and Bay streets, Rey- 
nolds and Randolph, has been 
bought by the Savannah Gas Co. 
from William Kehoe. The price 
pair was $75,000 cash. 

This increases the valuable hold- 
ings of the Savannah Gas Co. in 
this section of the city and is an 
evidence of the company’s faith in 
Savannah’s future and of the devel- 
opment and expansion which the 
company plans. 

It was bought on the recom- 
mendation of John W. Golden, vice- 
president of the company, and be- 
cause of his belief in the value of 
Savannah property. 

“The company needed more prop- 
erty for expansion and improve- 
ment,” said Mr. Golden. “We con- 
template spending a great deal of 
money here for extension of our 
work and improvement of our fa- 
cilities. The company expects to 
increase its plant greatly within 
the next year or so. We have 
bought this property because of 
my belief in the growth of Savan- 
nah and the opportunities which 
Savannah offers. We have no 
doubt of the future of Savannah.” 

The valuable realty which the 
gas company has acquired by pur- 
chase from Mr. Kehoe adjoins his 
iron foundry on Broughton and 
Randolph, extending east to Rey- 
nolds and north to Bay street. The 


Savannah Gas Co.’s works are now 
located at Bay and Reynolds street. 
The new property which the com- 
pany has bought takes in a large 
area between the gas works and 
Kehoe’s foundry. It is chiefly oc- 
cupied by small dwellings, stores, 
wood yards and buildings of this 
character. The amount of terri- 
tory included is considerable. 

Part of it was occupied by the 
old Kehoe plant. Mr. Kehoe has 
reserved for the development of 
his own business that part of the 
property on Randolph street next 
to Bay street, adjoining his new 
plant, and will remove the works 
to this location. The new works 
on the river front will afford his 
business much better facilities. 

That the investment was regard- 
ed as an excellent one by the pur- 
chaser is shown by the rapidity 
with which the option was taken 
up. An. option of thirty days was 
held on the property. It was taken 
up in three days and the sate was a 
cash transaction. The price paid 
indicates the value of property in 
this section of Savannah. Mr. Ke- 
hoe is a large property owner in 
this part of the city. 


Net Earnings of Operated Proper- 
ties Increase 17.19 Per Cent 
The steady increase in earnings 

of the operated public utility com- 

panies of Standard Gas & Electric 


Co. was continued in October. 
Combined figures for all properties 
for the 12 months ended October 
31, 1923, show increases of 10 per 
cent in gross earnings, and 17.19 
per cent in net earnings, the latter 
being the largest percentage of in- 
crease ever shown for a similar 
period. The increase in gross was 
$4,005,820, and net $2,594,205. 

Combined figures for all proper- 
ties compare as follows: 
12 mos. end- 

ed Oct. 31— 1923 1922 
Gr. earn’gs.$44,157,112 $40,141,292 
Net earn’gs. 

exclusive 

of dep.... 17,689,048 15,094,843 

Gross and net earnings of the in- 
dividual companies compare as fol- 
lows: 
Fort Smith Light & Traction Co. 
12 mos. end- 

ed Oct. 31— 1923 1922 
Gr. earn’gs. $1,151,955 $1,005,852 


Net earn’gs. 
exclusive 
of dep.... 347,697 285,760 


Louisville Gas & Electric Co. 
12 mos. end- 

ed Oct. 31— 1923 1922 
Gr. earn’gs. $6,322,084 $5,398,756 
Net earn’gs. 

exclusive 


of dep.... 3,115,651 2,543,547 


Mobile Electric Co. 
12 mos. end- 
ed Oct. 31— 1923 
Gr. earn’gs. $904,723 
Net earn’gs. 
exclusive 
of dep.... 


1922 
$813,108 


310,824 276,519 


Mountain States Power Co. 
12 mos. end- 
ed Oct. 31— 1923 1922 
Gr. earn’gs. $1,996,515 $1,820,594 
Net earn’gs. 
exclusive 


of dep.... 606,004 501,800 


Northern States Power System. 
12 mos. end- 

ed Oct. 31— 1923 1922 
Gr. earn’gs.$18,369,834 $16,247,148 
Net earn’gs. 

exclusive 


of dep.... 7,902,236 7,024,290 
Oklahoma Gas & Electric Co. 


12 mos. end- 

ed Oct. 31 —1923 1922 
Gr. earn’gs. $6,815,298 $6,581,137 
Net earn’gs. 

exclusive 


of dep.... 2,166,792 1,673,510 


San Diego Cons. Gas & Electric Co. 
12 mos. end- 

ed Oct. 31— 1923 1922 
Gr. earn’gs. $3,744,393 $3,793,117 
Net earn’gs. 

exclusive 


of dep.... 1,462,975 1,237,162 


Southern Colorado Power Co. 
12 mos. end- 
ed Oct. 31— 1923 
Gr. earn’gs. $1,924,263 
Net earn’gs. 
exclusive 
of dep.... 


1922 
$1,823,145 


743,999 696,165 


Western States Gas & Electric Co. 
12 mos. end- 
ed Oct. 31— 1923 1922 
Gr. earn’gs. $2,928,045 $2,658,431 
Net earn’gs, 
exclusive 
of dep.... 


1,032,866 856,086 





